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By ROBERT B. MITCHELL 


NEW YORK—The New York de- 
intention of 


partment’s announced 
having ready by 
mid-February a 
final version of its 
projected mini- 
mum deposit curbs 
is causing serious 
concern among 
companies 
and agents most 
interested in the 
onl pment Merril P. Arden 
This concern is generated by well 
authenticated reports that the depart- 
ment leans heavily in the direction of 
cutting first year commissions in half 
—to about 12144%—and/or reducing 
first year nonforfeiture values to the 
level of regular ordinary life policies. 
Merril P. Arden, Connecticut Mu- 
tual New York City, president of 
Assn. of Advanced Life Underwriters, 
told THE NATIONAL UNDERWRITER that 
his organization is disturbed at the 
speed with which the department is 
trying to solve so complex and impor- 
tant a problem. 


No Field Advisory Committee 


The department decided against 
having an advisory committee of field 
men as a counterpart to the compa- 
nies’ committee and with the timeta- 
ble and procedure it has set up it is 
just not going to be possible to get the 
help that it should have from the field 
men, said Mr. Arden. It is vital, in 
view of the importance of the regula- 
tions, to have the help that can only 
come from the field, he said, for the 
agents are the ones in whose hands 
the solution will ultimately be re- 
spected or circumvented. 

“Reducing agents’ commissions on 
high early cash value contracts to a 
ridiculous level would breed resent- 
ment among agents and instead of 
getting his cooperation you’d cause 
him to devise ways of circumventing 
the regulations,” said Mr. Arden. ‘“‘Re- 
ducing the commissions on those poli- 
cies will simply force the agent into 
the sale of ordinary life—at full com- 
mission rates—with recommendations 
to borrow against old insurance, or 
other collateral, or to lapse old insur- 
ance to get the cash with which to 
pay the first premium. 


Competitive Disadvantages 


“If the New York department im- 
Poses reduction of commissions on 
companies licensed in New York, those 
companies will be barred from the 
sale of full reserve policies in any 
state where companies not controlled 
by New York are offering full re- 
sttve policies at full commissions. 

“Commission control is not the an- 
swer, nor is the elimination of high 
tash value in the early years. Legis- 

tion on either of these two points 
would drive the agent and cause him 
0 do business in New Jersey, where 

policy is available or else find an- 
other way to accomplish the same re- 
sult so as to reward himself in a way 

Considers adequate. The agent will 








AALU Deplores Haste, Has Plan 


To Curb Minimum Deposit Evils 


always accept and support a realistic 
commission scale. Self-preservation, 
however, will make him reject any 
commission scale which he deems un- 
realistic or unfair. 

“If the department were to recom- 
mend lower commissions, say 10% on 
ordinary life, very little of it would be 
sold. Agents would be selling limited 
payment and endowment policies—to 
the detriment of the buyer. Using 
commissions to control sales is danger- 
ous, for an agent’s bread and butter 
depends on commissions and nothing 
should be done to influence his hon- 
est recommendations by using the lev- 
erage of commissions. 

“Nor will the reduction in commis- 
sions prevent the big producer from 
selling full legal reserve policies. He 
usually has the availability of other 
collateral from the insured and cer- 
tainly has available a large number of 
companies that will be writing this 
policy in New Jersey or Connecticut, 
in the case of New York City agents.” 

What Mr. Arden proposes is a 
“cooling-off” period during which a 

(CONTINUED ON PAGE 19) 


House Tax Bill Said 
To Put $500 Million 
Bite On Companies 


WASHINGTON—The House ways 
and..means committee is reported to 
have completed its work on the bill to 
set up a new tax basis for life com- 
panies that would produce about $500 
million total taxes on 1958 revenue. 
This is the figure in the budget and the 
one that the Treasury has been shoot- 
ing for. The committee print of the 
bill and the committee’s report are 
scheduled for release this week. 

The bill is said to be a modification 
of the Treasury’s compromise formula, 
with a revised version of the “adjusted 
reserve” method being used in place 
of the earlier “Step 1” formula. There 
is also a third step designed to put a 
substantial tax on specialty companies 
that have small reserves in proportion 
to premium income. 


Tennessee Names 
New Commissioner 


Gov.-elect Ellington of Tennessee 
has appointed John R. Long, long- 
time mayor of Springfield, insurance 
commissioner. He succeeds Commis- 
sioner Gilbert, who was_ recently 
named to the post by outgoing Gov. 
Clements to fill out the term of Arch 
Northington, former president of Na- 
tional Assn. of Insurance Commis- 
sioners. Mr. Northington resigned his 
position in a dispute over automo- 
bile rates. 

Mr. Long, a lawyer and business 
man, also served in the legislature. 

Previously, Tennessee law had a re- 
quirement that the insurance commis- 
sioner have five years of agency ex- 
perience, but this provision has been 
eliminated by the legislature. 





No Mass. Mutual 


Licensee May Sell 
Mutual Fund Shares 


SPRINGFIELD, MASS.—No agent, 
broker or other individual who is ac- 
tive in the sale 
of mutual fund 
shares may be con- 
tracted or permit- 
ted to remain un- 
der contract by 
any Massachusetts 
Mutual _ general 
agent, according to 
a letter from Ex- 
ecutive Vice-pres- 
ident Charles H. 
Schaaff to the gen- 
eral agents. 

The letter, dated 
Nov. 25, has just been released by the 
company. It is of particular interest 
because of the prominence of Massa- 
chusetts Mutual in the sale of mini- 
mum deposit plans, which are often 
tied in with the sale of mutual fund 
shares. 

“Recently there has been consider- 
able comment about life underwriters 
selling these mutual fund plans,” 
Mr. Schaaff wrote. “Proponents of mu- 
tual funds advocate term or minimum 
deposit life insurance in direct oppo- 
sition to our philosophy of cash value 
life insurance as the soundest basis 
for family financial planning. Term 
life insurance or minimum deposit life 
insurance, combined with mutual 
funds, are not, we firmly believe, in 
the best interests of the general public 
or the life underwriter. 

“Our belief that an agent cannot in 
all conscience sell family security 
through life insurance and at the same 
time sell speculation (and perhaps in- 
flation) remains unchanged. 

“I believe that our field force is in 
full agreement with us, and I am 
confident that very few, if any, of our 
representatives are active in these 
areas. 

“Nevertheless, firm in the belief that 
these combination sales are not good 
for the public, the company or the 
agent, we cannot condone the sale of 
mutual funds, or similar investments, 
by any Massachusetts Mutual general 
agent nor can we contract or permit 
to remain under contract any agent, 

(CONTINUED ON PAGE 2) 





Charles H. Schaaff 


State Regulation 
Wins Another 
Big Court Victory 


Travelers Health Decision 
Upholds State Authority 
Over FTC Intervention 


State regulation won another court 
victory in the decision Jan. 13 of the 
U. S. court of appeals at St. Louis 
which by a 2 to 1 vote said the Fed- 
eral Trade Commission had no legal 
authority to regulate the advertising 
practices of Travelers Health of 
Omaha. The court said in effect that 
the FTC was precluded from bringing 
the charge against Travelers Health 
because the state already had the 
authority to do so. 

Issue Is Mail Order Insurers 


The U.S. Supreme Court in the 
American Hospital & Life and Na- 
tional Casualty cases has taken sub- 
stantially the same stand on the pow- 
ers of the FTC, but Travelers Health 
treats the issue for mail order insurers. 

Another aspect of the Travelers 
Health decision is the comment by the 
court that the addition to the Nebraska 
amendment of an extraterritorial na- 
ture, empowering the director to pre- 
fer charges against a domestic insurer 
if he has reason to believe that it has 
in states other than Nebraska en- 
gaged in unfair trade practices, was 
unnecessary because, “we think the 
director of insurance of Nebraska at 
all times here involved had the power 
to regulate the practices of the peti- 
tioner in the solicitation of insurance 
in Nebraska and other states.” 


Everything Came From Omaha 


On this point, the court went on to 
say: “It must be kept in mind that the 
business of the petitioner (Travelers 
Health) was all done at or from its 
home office in Omaha. There its soli- 
citation material originated and was 
mailed; there the applications for 
insurance induced by solicitation were 
received; there all policy contracts were 
written; and there all premiums were 
paid. With every activity of the peti- 
tioner, in the conduct of its business, 
subject to the supervision and control 


of the director of insurance of Neb- 
(CONTINUED ON PAGE 18) 
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MUTUAL OF N.Y. MANAGERS MEETING 





Sales Expense Seen As Area Of 
Next Decade’s Big Competition 


Emergence of sales expense as the 
major area of competition in the next 





Stanton G. Hale 


Roger Hull 
decade got a big play at the annual 
meeting of Mutual of New York’s man- 
agers at Hollywood Beach, Fla. 

Executive Vice-president Roger Hull 
emphasized that the battle will not 
necessarily be won by indiscriminate 
expense cutting but rather that “the 
companies which show the greatest 
ingenuity, imagination and wisdom in 
expenditures in the sales operation— 
in short, those that produce most from 
what they spend—will wind up with 
a definite competitive advantage.” 

Managers can develop their own ef- 
fectiveness along these lines, he said, 
by attracting top-quality people as as- 
sociates, by training them and stim- 
ulating them to achieve high goals 
through exercising self-discipline and 
following a work plan. 

Dawson Emphasizes Expenses 

President Louis W. Dawson char- 
acterized expenses and their intelli- 
gent control as one of the “four horse- 
men of the life insurance business,” 
each of which is important to attain- 
ing a strong competitive position. In 
each of the four, however, he ex- 
plained, there are risks in pushing to 
an extreme. 

“In the area of expense, we do not 
push to be the lowest expense operat- 
ing company,” he said. “To do this 
would be to cut corners and risk the 
losing of our major objectives because 
of unwillingness to spend the money 
necessary to reach those objectives.” 

The other three “horsemen,” said 
Mr. Dawson, are the elements of mor- 
tality, investment and sales volume. 
As with expenses, there are risks in 
pushing too far. 

Might Inhibit Distribution 

“In mortality, for example, we want 
a mortality better than the average,” 
he said. “We do not seek to be the 
best, because the risk here is that in 
seeking to be the best we would fail 
to offer our product to a sufficient 
number of people... 

“We do not seek to be the highest 
yield company in the business. To 
make this a major objective would be 
to run the: risk of misjudgments of 
safety and thereby possibly incurring 
capital losses which would far more 
than offset an improvea yield. 

“While we seek vigorous sales op- 
eration, we do not seek an extreme 
position at the expense of sound prod- 
ucts and sales practices. Here again 
the ultimate cost may be too high for 
temporary extreme results.” 

Stanton G. Hale, vice-president for 
sales, said that while a manager 
should review all his expenditures 





periodically, the important ones de- 
serve special study. He should cut out 
those expenditures that do not stand 
critical appraisal. 

The fact that savings in expense are 
ultimately passed on to policyholders 
as dividends is important because the 
policyholder “is also an_ interested 
owner, and if a company retains bet- 
ter than average people to run its 
business, the policyholders will ulti- 
mately benefit by receiving better 
service, and an efficient operation 
that results in a lower net insurance 
cost.” 


Must Seek ‘Profit’ 


“While a mutual company is not a 
profit-making organization as general- 
ly understood, it certainly must oper- 
ate like one,” said Mr. Hale. “If it 
fails to do so, the cost of its products 
and the quality of its service to policy- 
holders will force it out of the market 
place.” 

Joseph N. Latiano, Ellwood City, 
Pa., 25-year veteran agent of Mutual, 
and its current “man of the year,” ad- 
dressed the managers on the respon- 
sibilities of agents and managers to- 
ward each other. He believes a major 
responsibility of the agent is to help 
by recommending and bringing in re- 
cruit candidates. 

Donald J. Hall, administrative vice- 
president of Hallmark Cards, has been 
elected a board member of Business 
Men’s Assurance. 


‘Repeat Performance’ 
Workshops Scheduled 
For HIA Group Forum 


Twelve workshops, each of which 
will be held four times to permit regis- 
tration for up to four different subjects, 
have been scheduled for the annual 
group insurance forum sponsored by 
Health Insurance Assn. of America at 
the Biltmore Hotel in New York, Feb. 
16-18. 

Workshop sessions will be held Mon- 
day afternoon, all day Tuesday and 
Wednesday morning. 

The three-day forum, which will 
bring together health insurance execu- 
tives of the association’s 267 member 
companies, will be convened on Mon- 
day by Charles G. Hill, vice-president 
of Massachusetts Mutual and chair- 
man of the HIA forum committee. 

The keynote address by Arthur M. 
Browning, vice-president of New York 
Life and chairman of the group insur- 
ance committee, will be part of a 
panel discussion on “Progress and 
Problems,” a review of current de- 
velopments and their implications for 
the group health business. 


Contest To Mark Millionth 
Great Southern Policy 


Great Southern Life will mark the 
issuance of its millionth policy, ex- 
pected sometime in January, with a 
president’s contest among agents to 
determine the seller and purchaser of 
the millionth policy and the first 
policy of the second million. 

Agents will compete in two groups: 
Those who were appointed before 
President Pat M. Greenwood assumed 
office in 1953, and those appointed 
subsequent to that. 





Mass. Mutual Bars Mutual Fund Sales 


(CONTINUED FROM PAGE 1) 


who is active in those fields.” This 
statement was amended Dec. 31 by Mr. 
Schaaff to include brokers and other 
individuals. 

Mr. Schaaff also said Massachusetts 
Mutual has been and is doing every- 
thing possible to control the under- 
writing of so-called financed life in- 
surance and has never promoted such 
sales from the home office in any way. 

In a letter dated Dec. 31, Mr. 
Schaaff said that to tighten still fur- 
ther its controls over the surrendering 
of policies in the sale of minimum 
deposit plans, Massachusetts Mutual 
had developed a new form of applica- 
tion for its Executive Protection (high 
early cash value) policy. 

The soliciting agent or broker must 
answer these questions: 

1. Is the first premium or any future 
premium to be financed by a loan in 
whole or in part? 

2. Have arrangements been made for 
systematic repayment of the loan? 

3. Has a policy on this life in any 
company been surrendered or placed 
on a non-premium basis in the last 
six months or is there any contempla- 
tion of such procedure during the next 
six months? 


‘Not Guilty’ In Surrenders 


Mr. Schaaff indicated to the general 
agents that a careful study of mini- 
mum deposit sales had been made 
which “clearly showed that Massachu- 
setts Mutual was not guilty of abuses 
in the replacement of old business,” 
but he said that nevertheless the new 


form of application had been devel- 
oped “because we feel so strongly that 
this matter should be absolutely con- 
trolled.” 

In the same letter, Mr. Schaaff 
placed on the general agents the re- 
sponsibility for controlling the volume 
and quality of financed life insurance 
submitted by full-time agents. To 
help control this type of business from 
outside sources, the letter said that 
under a broker’s contract, commis- 
sions payable on Executive Protection 
policies would be redistributed, with 
first-year commissions substantially 
reduced and renewal commissions pay- 
able from the second through the 10th 
policy year increased to offset the 
reduced first-year commissions. 

Mr. Schaaff also announced that the 
fifth dividend option, permitting use 
of the dividend toward term insurance 
to offset a policy loan, was being ex- 
tended to all permanent contracts 
calling for 10 or more annual premi- 
ums. 


Bishop Succeeds Covington 


In N. C. Department Post 


W. Ray Bishop has succeeded Law- 
rence Covington as budget officer and 
auditor of the North Carolina depart- 
ment. Mr. Covington, who had held the 
position since 1925, retired at the age 
of 81. Mr. Bishop, who had been assist- 
ing him for several months, was pre- 
viously an auditor for the state depart- 
ment of conservation development. 
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E. E. Rhodes, Famed 
Actuary Of Mutual 
Benefit Life, Dies 


NEWARK—Edward E. Rhodes, 90, 
honorary chairman emeritus of Mutual 
Benefit Life and 
and for many 
years one of the 
outstanding execu- 
tives of the life 
insurance business, 


died here. 
After many 
years as _ chief 


vice-president, Mr, 
Rhodes retired in 
1948. He had been 
with the company 
since 1886 and a 
member of __ the 


E. E. Rhodes 


board since 1912. 

Mr. Rhodes and A. A. Welch of 
Phoenix Mutual Life were the chief 
advisers from the life insurance busi- 
ness to the late Charles E. Hughes 
when he was counsel of the Armstrong 
investigation of life insurance in New 
York half a century ago. This was not 
only before and during the investiga- 
tion of 1905 but in drafting the Arm- 
strong laws which shut the door on 
abuses previously possible and helped 
to restore the public’s confidence in 
life insurance. 


Helped Investigate Mortality 


Mr. Rhodes was also a member of a 
committee of four actuaries and four 
medical directors for a mortality in- 
vestigation from 1909 to 1931. Its first 


findings were published in five vol- © 





umes and it continued to publish data © 


in general use in life insurance home 
offices. 

Mr. Rhodes served on many com- 
mittees of the Assn. of Life Insurance 
Presidents, predecessor of Life Insur- 
ance Assn. of America. The most im- 
portant was the committee on taxa- 
tion in the early period of federal 
income taxation. 

A fellow of Actuarial Society of 
America, predecessor of Society of 
Actuaries, Mr. Rhodes was its presi- 
dent in 1926-28. He also belonged to 
American Institute of Actuaries, an- 
other precursor of the present soci- 
ety, Institute of Actuaries of Great 
Britain, American Mathematical Soci- 
ety, and the council of direction of 
International Congress of Actuaries. 


British Changed By-Laws 


Mr. Rhodes was elected a fellow of 
the British institute in 1928 when he 
was attending the International Con- 
gress of Actuaries at London as presi- 
dent of the old Actuarial Society of 
America. The British institute elected 
him a fellow without examination.- To 
do this it was necessary to obtain 
consent of the Privy Council to change 
the institute’s by-laws. 

On several occasions Mr. Rhodes was 
honored by the field force. One of the 
earliest was a gift of a chest of silver 
from the general agents. At the first 
home office convention, in 1928, he 
was presented an inscribed watch. In 
1936 the agents honored him with a 
testimonial marking his 50th anniver- 
sary with the company, and in 1942 
the general agents and agents pre- 
sented his portrait to the home office. 

A son, Robert D. Rhodes, is an as- 
sistant manager in the actuarial de- 
partment of Metropolitan Life. 
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LIFE INSURANCE EDITION 





HE WANTED TO SEE 
THE WORLD 











Mr. and Mrs. Russell Brooks are shown aboard the liner 
S.S. Del Sud during a recent voyage to South America. 
Earlier in the year, the couple enjoyed a month’s vacation 
in Honolulu. ‘Do you know of many businesses,” asks 
Mr. Brooks, ‘“‘which will permit two vacations a year?” 





The fact that Russell Brooks was able to provide for each 
of his sons an opportunity to attain a Master’s degree 
in Chemical Engineering was perhaps his most satisfying 
achievement. The two sons, Burton and Richard, have 
developed a continuous flow detergent process, sold 
to firms in Italy, Japan, Brazil, Mexico and Australia. 


THE UNION CENTRAL LIFE 





INSURANCE COMPANY - 





Success has a multiple definition. It means something 
different to different people. To Russell Brooks, CLU, 
it’s the “freedom to travel.” And he has made the most 
of that freedom. 


During the years he has been an associate of the Seattle 
Agency of The Union Central Life Insurance Company, 
Mr. Brooks has vacationed in Mexico, South America 
and Europe ... in Puerto Rico, Jamaica, Cuba, Haiti, 
Curacao, the Bahamas and the Virgin Islands. He has 
taken a summer cruise to Alaska and a freighter through 
the Panama Canal. He has traveled the entire eastern 
United States from New England to the Florida Keys. 
And he spent last January in Honolulu. 


How, you may wonder, does he find time to maintain the 
brilliant career which has earned him a place among the 
leaders of his profession? How, indeed, when you realize 
that he also shares in the affairs of his community 
and the activities of the Plymouth Congregational 
Church, where he has served as teacher, Sunday School 
Superintendent and Deacon. 


But make no mistake about it. This distinguished 
Chartered Life Underwriter has assisted his clients in 
amassing $10,000,000 of life insurance protection. His 
sales, in fact, have exceeded $500,000 during each of the 
past 13 years. 

Like most men, Russell Brooks had his dreams. It was 
a happy day for The Union Central and his clients when 
he decided that the life insurance profession could make 
those dreams realities. 


Security for the American Family since 1867 


CINCINNATI 
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General American Life 
Introduces Guaranteed 
Insurability Rider 


General American Life has intro- 
duced a guaranteed insurability rider 
available with most of its new stand- 
ard rate life and endowment policies of 
a face amount of at least $5,000. 

Available at ages 0 to 38, the rider 
sets up “option dates” on the policy 
anniversaries nearest the _ insured’s 
25th, 28th, 31st, 34th, 37th, and 40th 
birthdays. On each or any of those 
dates, or within 60 days beforehand, 
the insured may apply for the same 
amount of insurance as that in his or 
her original policy, up to a maximum 


HeNATIONAL UNDERWRITER 


of $10,000 on any one option date, at 
standard premium rates—regardless 
of health, occupation or other factors 
that influence underwriting. 

The guaranteed insurability rider 
can be issued in connection with any 
of General American’s level premium 
life or endowment policies that ma- 
ture or become paid up on or after 
attained age 40. It can also be issued 
with term to ages 60 and 65 and with 
multiple protection to age 65 policies. 


The public offering of 88,740 class A 
common shares in the newly organized 
Guaranty Life of Washington, D. C. 
has been oversubscribed. Stock was 
offered at $5.35 per share. 










lu, “S&B tT RALIZE 
, your INSURANCE NEEDS with 
- CENTRAL 

- ASSURANCE COMPANY 


JOHN D. SHAFER, President 
LIFE * ACCIDENT AND HEALTH + Agencies — Ohio © Indiana ° Virginia 


COLUMBUS, OHIO 





Roy MacDonald Says 
Fight Against Rising 
Costs Must Continue 


The life insurance industry must 
continue to face the question of in- 
creasing cost of doing business and 
solving it by more and more efficient 
methods so that the public can con- 
tinue to obtain coverage at attractive 
rates, Roy A. MacDonald, managing 
director of LOMA, said in a recent 
statement in which he outlined some 
of the problems and developments due 
in the year ahead. 

Regarding reducing costs, Mr. Mac- 
Donald said, “The association’s plans 
for 1959 call for increased and intensi- 
fied studies of the possibilities and 
techniques of automation. In April, 
LOMA has on schedule the first 
automation forum ever held for the 
life insurance business. Whether a 
company is a present or potential user 
of electronic equipment, its representa- 
tives attending the forum will be able, 
when they return to their desks, to 
evaluate better just what automation 
can do and what it holds for the 
future as related to a particular com- 
pany.” 











- PROVIDENT 
LIFE AND ACCIDENT 
Yraurance (Cntyoanny 


THE KEY TO A QUALITY MARKET 
WITH AN URGENT NEED 


The hazard of financial disaster because of disability 


often is greater than the money problems of death 


or old age. 


term disability income — if presented clearly 


and effectively to 


personnel — will get attention, interest, and a willing- 


ness to buy. 


These two brochures offer Provident’s exclusive and . 
highly successful solution to the problem of a sub- 
stitute income during long term disability. The 
problem and the solution is presented clearly, 


simply, and effectively. Groups as small as five are ‘ 


eligible. 


Write for brochures S-1 and S-2 


See EH ce 
HOSPITAL e 


This need for guaranteed, long 


ACCIDENT e 
SURGICAL e 


management and key 


SICKNESS 
MEDICAL 
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In the field of employe education, 
Mr. MacDonald said that many com- 
panies are beginning to recognize that 
while they are in an age of mechanical 
and electronic advancement, the hu- 
man element in business calls for just 
as much attention as the new equip- 
ment, and perhaps even more. 

Six of the largest users of pre- 
authorized check plans, Mr. MacDon- 
ald said, showed substantial gains in 
new business written on pre-author- 
ized checks during the first 10 months 
of 1958. A large majority of life 
companies using the plan took steps 
in 1958 to revise indemnification 
agreements to meet objections of some 
banks, he said. Twelve other com- 
panies contemplate revisions in the 
future. 


Mich. Credit Groups Move 


To Acquire Own Insurer 


LANSING—Michigan Credit Union 
League has taken action to acquire 
controlling capital stock of First Na- 
tional Life, headed by Scott E. Lamb, 
former president of Michigan Life, 
also of Royal Oak. 

The transaction is said to be unique 
in credit union history throughout the 
country, in that no state organization 
of credit groups previously has owned 
or operated its own insurer. Plans are 
to use the newly acquired insurer to 
handle coverage of both loan and 
shareholder liability of credit union 
members in Michigan’s more than 
1,200 credit unions. Risks will be 
limited to $2,000 on loans and $10, 
000 on share holdings. 


Twice Par Value Paid 


John F. Langs, general counsel for 
the league, 


chase. By action of the league’s board, 
an option had been taken to purchase 
15% of the 300,000 shares of First 
National Life stock at $2 a share, twice 
the nominal par value. The option 
expired Jan. 5 and delegates from the 
various credit unions throughout the 
state voted 439 to 138 to take up the 
option. . 
First National Life representatives 
informed the delegates that approxi- 
mately 80% of the company’s stock 
already was in escrow awaiting con- 
summation of the purchase. The re- 
mainder of the shares will be pur- 
chased, if available, at the $2 rate, 
it was stated. 
Utilize Nationwide Corp. 


The purchase will be financed 
through facilities of Nationwide Corp. 
which will advance up to $600,000 to 
close the deal. Repayment will be 
made by the Credit Union League 
through advance dues payments, with 
some unions making payments for as 
long as 10-year periods. 

First National Life has approximate- 
ly $6,500,000 in force of which 90% is 
term. Michigan Life will serve as 
co-insurer over a five-year period, 
taking 70% of the risk the first two 
years, 60% the next two years, and 
50% the fifth year. 


Tennessee Life Increases 
Capitalization $1 Million 


Tennessee Life has increased its 
capitalization by $1 million, bringing 
total capital to $3,345,941. The 34% 
increase over the previous $2,945,941 
capitalization was accomplished by 
transfer of $1 million from retained 
earnings to capital surplus. At yeal- 
end, Tennessee Life’s capitalization | 
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Contl. American Acts 
To Curb Replacement 
In Sale Of Policies 


Because of widespread publicity 
about abuses in connection with the 
sale of high early cash value policies, 
Continental American has notified its 
field force that all applications for its 
executive special policy must be ac- 
companied by a statement on a special 
form indicating whether the insurance 
peing applied for is to replace, in 
whole or in part, insurance in force 
in Continental American or any other 
company. If the answer is yes, details 
must be given. The company will de- 
cline any application where it is indi- 
cated that existing insurance on a 
permanent basis has been or will be 
terminated and replaced. 

For prospects who question the need 
of such a form, there is printed on the 
reverse side the following: “When a 
new and attractive plan of life insur- 
ance is introduced, thé company has 
found that some people are tempted to 
replace existing insurance with the 
new plan. Since replacement of exist- 
ing insurance, other than term insur- 
ance, is usually contrary to the best 
interests of the owner, the company 
will not be a party to any such re- 
placement.” 

The letter to the field force says 
that although the company has found 
no evidence of “any general abuse 
by the members of our own field 
force, we have quite properly re-ex- 
amined our position in the light of so 
much publicity.” 


NALU Ends Year With 
Membership Of 77,618 


National Assn. of Life Underwriters 
closed out 1958 with a record mem- 
bership of 77,618, which was exactly 
100 members short of the goal estab- 
lished by the 1957-58 membership 
committee. 

William E. North, manager of New 
York Life at Evanston, IIl., was chair- 
man of the committee. 

Members of the committee included 
five regional chairmen whose regions 
filled their quotas or exceeded them. 
They are Harry R. Pinney, Bankers 
Life of Nebraska, Oakland, Cal.; Ed- 
ward M. Hicklin, Occidental of North 
Carolina, Burlington; Sam B. Starrett 
Jr.. Guarantee Mutual, Omaha; Fisher 
E. Simmons Jr., Pan-American Life, 
New Orleans, and Ben P. Atkinson, 
American General, Austin. 

New business of Homesteaders Life 
for the month of December showed an 
increase of 57.4% over December 1957. 






This is the Symbol 
of Success to a 
Fast-Growing Group 
of General Agents 


Old Republic 


Life Insurance Company 
307 North Michigan Avenue, Chicago 1, Illinois 


Co-Presidents Of 
Leaders Club Picked 
By Pan-American Life 


Named co-presidents of Pan-Amer- 
ican Life’s leading producers organi- 





Ralph Hester W. C. Hester 


zation, the Dynamo Club, are W. C. 
Hester and Ralph Hester, general 
agents at Jackson, Miss. Officers of the 
club are chosen in order of highest 
personal premium production. W. C. 
Hester has been a member of the club 
for 20 years and Ralph Hester 21 
years. 


List Other Officers 


Other officers are F. J. Selman, 
New Orleans, vice-president, and 
Fisher E. Simmons Jr., general agent 
at New Orleans, secretary. Mr. Selman 
had been president and vice-president 
of the club and a member for 22 years. 
Mr. Simmons has been a member for 
10 years. 

The club has 138 members for the 
current year. 


Horn Of Ala. Joins 
Life Insurer There 


James H. Horn, Alabama commis- 
sioner since 1956, has been elected 
vice-president of Southern United Life 
of Montgomery. He had worked for 
the state for more than 12 years, and 
prior to becoming commissioner was 
manager of the state insurance fund. 
He was succeeded by Ted Rinehart, 
former assistant attorney general. 

With Southern United, which was 
organized two years ago, Mr. Horn will 
be concerned with administrative and 
technical services. The company is 
embarking on an expansion program 
which will include life reinsurance. 
Time Increases Premium Income 

Premium income of Time of Mil- 
waukee totaled more than $9 million 
for 1958, an increase of more than $1 
million over last year. The company, 
which entered the life field earlier this 
year, has written more than $10 mil- 
lion in life for the first nine months. 
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Best wishes to all our 
friends in the industry for 


° a happy and prosperous 
1959. 
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" ce Commonwealth Building 
| Louisville 


The Tallest, Finest Office 
Building in Kentucky 
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A & S UNDERWRITER: 


Constant research over 
forty-odd years underlies 
our service to you. We try 
to anticipate the progress 
in A & S, and meet your 
changing needs as soon as 
they are defined. 



















We invite an opportunity 
to study your Reinsurance 
requirements. 
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State Mutual Adds 
One-Parent Family 
Plan To Policies 


State Mutual has introduced a par- 
ent and children policy, which pro- 
vides packaged coverage for only one 
parent and dependent children, as 
contrasted to the family policy, which 
offers protection for two parents and 
their children. 

The new policy is designed for use 
by a widower or widow, a family with 
only one parent due to divorce, a two- 
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parent family where one of the par- 
ents is uninsurable, or by a two-parent 
family where either the father or 
mother has sufficient coverage. 


Policy Covers One Parent 


The policy covers one parent with 
whole life in amounts of $5,000, $7,- 
500, $10,000, $12,500 or $15,000. Each 
child is covered after age 14 days by 
term equal to one-fifth of the whole 
life covering the parent. The term 
coverage expires on the policy anni- 
versary nearest the child’s 25th birth- 
day or the policy anniversary nearest 


the parent’s 65th birthday, if earlier. 

Children born to the insured after 
the date of application will be covered 
automatically after age 14 days at no 
additional cost. If the insured parent 
dies while the policy is fully in force, 
the term coverage on any covered child 
automatically becomes paid-up. 

Term coverage on each child can be 
converted to a whole life policy at its 
expiration date without evidence of 
insurability. The amount of whole life 
obtained on such conversion may be 
as much as five times the amount of 
the expiring term insurance. 








OLD POLICIES 


are like 


OLD FRIENDS 





ecently one of our long time policyowners, 
upon the maturity of his contract wrote 
us, “I realize my policy should be surren- 
dered upon maturity, but it has been such a 
valuable friend in need through the years 
that I have become very attached to it and 
although it is only a piece of paper, I would 
like to keep it for its sentimental value.” 
Naturally we complied with his request; 
upon setting up an income settlement, we 
cancelled the policy and returned it to him. 
While such a request might be somewhat 
unusual, it serves to point out what all of 
us in the life insurance business have known 


for a long, long time: The older a policy the 
more valuable it becomes—and the more use- 
ful it is in serving changing needs. 

With most products just the opposite is 
true. It’s the newest and latest model that 
catches the buyer’s eye—and his pocketbook. 
Even though the old model is still valuable, 
it is often replaced by a more glamorous, 
new design. 

Dedicated career underwriters, despite 
their desire to make new sales, make certain 
that their policyowners realize that life insur- 
ance is different — that their old policies are 
indeed “old friends” that cannot be replaced. 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY ° 


MINNEAPOLIS, MINNESOTA 
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New Major Medical 
Coverage Offered 
By Guardian Life 


Guardian Life introduced its new 
and improved individual and family 
major medical coverage program at a 
managers conference in New York. 

The basic policy, the centennial, like 


Guardian’s original major medical pol- | 


icy which it is replacing, is guaran- 
teed renewable for the lifetime of hus- 
band and wife. Guardian reserves the 
right to change premiums, but only 
on a class basis. 

The per illness benefit limit of the 
centennial is $10,000 for covered 
charges incurred within a three year 
benefit period. There is also a $10,000 
aggregate limit for each covered per- 
son after age 65. The deductible varies 
with the income of the insured at the 
time of claim, starting at $500 for in- 
comes under $20,000 a year with a 
maximum deductible of $1,000 for 
incomes over $25,000. 

If the maximum benefit limit for a 
sickness has not been used up at the 
end of a three-year benefit period, one 
or more new three-year benefit pe- 
riods may be established by satisfac- 
tion of new deductibles until the 
$10,000 limit for that sickness has 
been reached. 

A new coverage pays for convales- 
cent home care for up to 30 days im- 
mediately following a period of hos- 
pitalization. 

Instead of a general co-insurance 
clause, the policy contains just four 
internal limits—$1,000 for surgery; 
$25 per day for hospital room and 
board; $12.50 per day for convalescent 
home care and 75% of private duty 
nursing fees. 


Also being offered is the guardsman | 
policy, which is issued up to age 45 - 
to families or individuals whose in- © 
comes do not exceed $15,000 a year. | 


The policy is guaranteed renewable to 
age 65, subject to the company’s right 
to change premiums by class, but is 
convertible until age 60 to a lifetime 
policy. 

Benefits and other provisions of the 
guardsman are similar to those of the 
centennial, except that the variable 
deductible starts at $250 for those 
with incomes under $7,500 a year. 

The third new policy, the executive, 
is intended for those in the higher 
income brackets. It is guaranteed re- 
newable for life, with Guardian re- 
serving the right to change premiums 
by class, and is issued up to age 6) 
to applicants with annual incomes up 
to $50,000. The per illness benefit limit 
is $15,000, with a $15,000 aggregate 
limit per covered person after age 65. 
The deductible is a flat $1,000. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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THE TRAVELERS 
PAY-BY-THE-MONTH 









BUSINESS INSURANCE PLAN 


The most modern exciting ideas in insurance 
marketing today are wrapped up in The 
Travelers Business Insurance Plan .. . a blue- 
ribbon package that will convert interviews into 
sales and big commissions for you. 

Businessmen will welcome your call when 
you mention the sound advantages of this plan. 
Conservation of capital, for instance. Now a 
businessman can pay for all his insurance — 
property, liability, income — with just one 
check a month. No more large lump-sum premi- 
ums that often slice deeply into capital — when 
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capital is needed most. Monthly payments 
provide businessmen with the opportunity to 
buy the complete protection they need. Under 
the plan, they consolidate all coverage under 
one agent and one company, eliminating gaps, 
frill coverages, or costly duplications in 
protection. 

For complete information on The Travelers 
pay-by-the-month plan for business, write or 
call our Manager in the Branch Office nearest 
you. Ask for the Business Insurance Kit. It 
gives full details. 


THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of personal and business insurance including 
Life « Accident « Group « Fire « Marine « Automobile + Casualty « Bonds 





Keener Competition 
For Recruits Seen 
During Next Decade 


NEW YORK—In 1969 the life in- 
surance business will recruit and select 
agents in a considerably more compet- 
itive atmosphere than it does today, 
Rains Wallace, LIAMA’s director of 
research, told the Gotham Group of 
Life Insurance Advertisers Assn. at its 
luncheon meeting. 
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will produce a relative shortage of 
people between the ages of 25 and 
44, the age group in which two-thirds 
of all policies are currently being sold 
and from which over three-fourths of 
all fulltime agents are recruited. 

He predicted that the life industry 
will take a more active interest in the 
older citizen and working female 
markets and in developing products 
more closely tailored to the needs of 
these groups. 

If we assume that these trends will 
be reflected in the kind of agents 





recruited and selected Mr. Wallace 


Mr. Wallace pointed out that the 
said, then selection and early training 


low birth rate of the depression years 


will be highly specialized for various 
sub-types of recruits. An anticipated 
increase in recruiting, selection and 
training costs, he said, led him to 
anticipate a greatly increased em- 
phasis on pre-contract selection and 
training. 


Final paid results of the recently 
completed policyowner service sales 
campaign of General American Life 
totaled $32,687,539. Total paid equiva- 
lent volume includes $19,055,842 for 
ordinary sales; $12,569,869, group and 
for personal A&S $1,061,828. 











AT KANSAS CITY LIFE, 
THE AGENT, MORE THAN 


EVER, IS 


REY MAN 


Last year at this time, W. E. Bixby, president 
of Kansas City Life, issued this statement: 


"To recap our discussion of last weeks 
Again in 1958 Kansas City Life Insurance 
Co. has as its primary goal the building 
of a highly successful, well-paid agency 
organization. Volume of new production 
will be satisfactory if our agents are 
all making money. 


"Concentration will be on proposals 
and training material in the use of sav= 
ings plans and limited payment life in- 
surance where they fit the buyers’ needs. 
For most men, savings and protection 
should go hand in hand. 

"We believe that the savings of most 
people may be better diverted to life 
insurance to provide them with greater 
benefits. 

"The agent is certainly the Key Man to 
the buyer and definitely the Key Man to 
our company." 


During the 12 months following this an- 
nouncement our average-size premium has 
shown a very substantial increase with no 
adverse affect on volume. 

We anticipated this result, of course. 
Nevertheless, it is highly gratifying to realize 
that the results of this program far exceeded 
our most enthusiastic predictions — proving 
once again that at Kansas City Life the Agent 
is indeed the Key Man. 


KANSAS CITY LIFE INSURANCE COMPANY 


Broadway at Armour, Kansas City, Missouri 
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Massachusetts Mutual 
1958 Invested Assets 
Earnings Close To 4% 


Massachusetts Mutual’s earnings on 
invested assets in 1958 will be close 
to 4%, a 22-year high. During the 
first 11 months investment income 
totaled $80,692,383, an 8% gain over 
investment income for the same pe- 
riod in 1957. 

New investments in stocks, bonds 
(excluding temporary investments in 
short-term government bonds), mort- 
gage loans and real estate were $203,- 
114,763 during the 11 months, and 
were made at an average gross re- 
turn of 5.3%, as compared with an 
average gross return of 4.8% in the 
same period in 1957. 

Massachusetts Mutual since 1950 
has followed a program of selective 
and gradual buying of common stock. 
The current market value of its com- 
mon stock portfolio is some $90 mil- 
lion on stock with an original cost of 
$58.5 million. A recent survey of a 
representative sample of its common 
stocks showed that stocks which were 
purchased some four years ago to 
yield 5.8% return are currently show- 
ing an average yield of 8% based on 
their original cost due to dividend in- 
creases which have taken place. 

Since 1950 Massachusetts Mutual has 
also increased its mortgage portfolio 
from 19.1% of assets to 30% of its 
assets in 1958, and holds first mort- 
gage loans totaling $692,328,537. U. S. 
government bonds and notes together 
with industrial and public utility total 
more than $1 billion. 


Industrial Life Benefits 
Boosted By John Hancock 


John Hancock has increased benefits 
under all industrial policies in force 
on Jan. 1, 1959, and which were issued 
prior to Sept. 1, 1947. 

For policies issued prior to Jan. 1, 
1942, any benefit which becomes pay- 
able on or after Jan. 1, 1959, will be 
increased 3.5% over the corresponding 
amount now provided. For policies 
issued on or after Jan. 1, 1942, and 
prior to Sept. 1, 1947, any such benefit 
will be correspondingly increased 
1.75%. Increases apply to death bene- 
fits, policy cash values, disability and 
additional accidental death benefits 
provided under these policies. 


Equitable Society Leading Agents 
Attend Conference At Home Office 

Twelve leading Equitable Society 
agents, representing all sections of 
the country, attended a_ three-day 
conference at the home office to dis- 
cuss operations and plans for 1959 
with Equitable officers James F. Oates 
Jr., president; Joseph L. Beesley, 
senior vice-president; Samuel A. Bur- 
gess, agency vice-president, and A. 
E. Elander, 2nd vice-president. 





Here’s PROOF OF PROGRESS 


SUN LIFE service and progressive outlook have 
enabled us to pass the milestone of OVER ONE 
HALF BILLION DOLLARS OF INSURANCE IN 


RCE. 
We invite you to grow with us and share our 
success. We know the kind of service you need 
to profitably sell life insurance and we are pre- 
pared to give it to you. 
These are some of the 
benefits we offer general 
agents: 
e Top vested commission 
yen lifetime service 
ee: 


Write in confidence to: 

B. A. FRANK 

Director of General Agencies 
SUN LIFE INSURANCE COMPANY OF AMERICA 

109 E. Redwood Street Baltimore 2, Md. 
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Suggests Method For 
Cutting Down Minimum 
Deposit Plan Abuses 


Richard Reticker, general agent at 
Chicago for Berkshire Life, makes the 
following suggestion as a way of min- 
imizing abuses connected with the sale 
of the minimum deposit plan: 

The solution lies in modifying the 
policy. Instead of allowing the full re- 
serve as cash value available for loan 
immediately, make it available after 
the first year. That means that the pre- 
mium outlay the first year is going to 
be about the same as for any ordinary 
life plan issued by the company. 

The purchaser in the high income 
tax bracket isn’t interested in the cost 
for just one year only. And certainly 
he has avenues of financing if he needs 
them. If a rare instance exists where he 
would need the protection for one year, 
the company has no right to sell him 
such a policy, when the’ high termina- 
tion costs must be borne by the other 
policyholders. 


Should Be Adopted Quickly 


On the other hand, almost all of the 
abusive uses of this plan can be stopped 
by this modification. It eliminates the 
marginal buyer and the marginal seller. 
It takes away the “something for noth- 
ing” appeal and at the same time does 
not harm the legitimate uses of the 
plan. And I submit that this modifica- 
tion should be acted upon volun- 
tarily by the companies with all pos- 
sible haste and probably from an anti- 
trust standpoint in conjunction with the 
New York department. Someone other 
than the companies themselves might 
have a less happy solution. 


Prudential Dividends To 
Total $240 Million In ’59 


Prudential individual policyholders 
will receive a record $240 million in 
dividends during 1959, an increase of 
$20.8 million over 1958. Some $12.2 
million of the increase is attributable 
to the greater amount of insurance in 
force and the remaining $8.6 million 
to changes in the dividend scale. 

Payments, which will be made at 
the rate of $960,000 each business 
day, will go to individuals holding life, 
annuity or A&S contracts. 


Elect Owens President Of 
Dallas Group Agents Assn. 


Harry Owens, Great-West Life, has 
been elected president of Dallas Assn. 


of Group Life Underwriters. Other 
officers are Charles Johnson, South- 
land Life, vice-president; Albert Mc- 
Grath, Pacific Mutual, secretary, and 
John Perry, Liberty Mutual, treasurer. 


Board Studies N.Y. AGH 


Examination Procedures 

Francis T. Curran, superintendent 
of the A&S department of America 
Fore Loyalty, was reelected chairman 
and Morton Sellner, New York City 
agent, vice-chairman, at a meeting in 
New York of advisory board for A&S 
insurance examinations. 

The non-appearance of 344%% of 
candidates certified by companies to 
take the New York A&S examination 
Was considered at the meeting. The 
Msurance department plans a survey 
to determine if non-appearance by ap- 
Dlicants can be reduced to a normal 
ninimum. 

In 1958, those applying for A&S 

es accounted for 35% of the 
| total of applicants taking examinations 
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given by the insurance department in 
all lines throughout the state. One of 
the principal functions of the A&S 
board is to advise and consult with the 
insurance department on the prepara- 
tion and conduct of examinations. It is 
therefore preparing to update examin- 
ations to reflect policy changes result- 
ing from 1958 legislation. 

Another function of the board is to 
receive suggestions for discussion. It 
therefore invites examination sugges- 
tions from the various areas of the 
A&sS business. : 


Aetna Life Group On 
Unusual TV Program 


Aetna Life affiliated companies are 
sponsoring a series of concerts over 
WTIC-TV, Hartford. The hour-long 
concerts feature familiar classical and 
popular music. 

Brokerage managers from New Eng- 
land Life attended a conference at 
the home office designed to explain the 
company’s expanding services. 


Schriver To Keynote 
U. Of Fla. Conference 


Lester O. Schriver, managing direc- 
tor of National Assn. of Life Under- 
writers, will be the keynote speaker 
at the annual life insurance conference 
of University of Florida when it meets 
at Gainesville, Mar. 26-28. 

The conference will be conducted 
by the general extension division of 
Florida and the University of Florida 
college of business administration. 


\ 
JOHN W, TALBOT, C.L.U., a 1943 graduate of Williams College and a Navy veteran, joined Berkshire Life in 1946 as an Agent 
in Pittsfield, Massachusetts. After ten highly successful years of personal production, he was named General Agent in the same city. 





---for most families in America today. Sooner or later, 
every responsible family head must face up squarely to 
his life insurance responsibilities.” 


| “That’s a safe assumption, Mr. Talbot. But how much of 


this inevitable business do you think your agents will get?” 


“They'll get their full share. As a result of their continuous 
exposure to Berkshire’s modern training program, with 
such special aids as our exclusive ‘Cinematic Learning,’ 
every Agent...novice or seasoned man...can realize a 
constant increase in his own efficiency. Add the fact of 
Berkshire’s sound management and its reputation for serv- 
ice to policyowners, and you will agree our Berkshire Agent 
has a better chance to close any business he goes after.” 


“Mr. Talbot, you certainly radiate a good deal of enthusiasm 
for Berkshire’s organization and training program!” 


“Why shouldn’t I? Berkshire has helped me write my suc- 
cess story. I don’t have to look any further than my own 
career, to express the fullest confidence that today Berkshire 
presents the greatest potential for 
personal growth in the industry.” 


ERKS HIRE 


LIFE INSURANCE ; Co. 


Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice Presiden 
PITTSFIELD, MASS. * A MUTUAL COMPANY + 1851 
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clude the retiring employe’s depend- 
ents. 

The company guarantees to issue 
the individual policy to which the 
group coverage is converted upon an 
employe’s bonafide retirement—at age 
60 or after—from an_ organization 
which has the special retirement con- 
version privilege incorporated into its 
basic employe group medical coverage 
contract. The retired employe is also 
guaranteed the right to renew the 
policy annually for the duration of 
his life at the premium rates in ef- 
fect on the renewal date. 


Pacific Mutual Has 
New Medical Expense 
Continuation Plan 


A special group insurance conver- 
sion privilege which will enable re- 
tiring employes to continue medical 
expense insurance coverage after 
leaving their employment has been 
introduced by the group insurance de- 
partment of Pacific Mutual Life. Con- 
version will not require a medical 
examination and the coverage can in- 
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Benefits under the converted policy 
include hospital room and board; mis- 
cellaneous hospital expense, such as 
X-ray, blood transfusions, operating 
rooms, anesthetics, ambulance, medi- 
cines, as well as surgical benefits. 


The Selling agency at New York led 
State Mutual agencies in group pre- 
mium production during 1958 and will 
receive the group leader award at a 
general agents and managers meeting 
in February. Runner-up for the award 
is the Pennington agency at Buffalo. 





STAGE 
ROCKET, 


TO SUCCESS IN LIFE 


.»» GROUP... Creditor . 


Bankers National Life’s offering to General 
Insurance Firms now paying for 
$10,000 annually in LIFE premiums 


FIRST STAGE... A General Agency Contract to compensate 
you fully for providing your own housing, 


. .. Maximum Commission and Expense 
Allowance plus Persistency Bonus, Profit 
Sharing Renewals, Lifetime Service Fees 
... Life, Group, and A&H General Agency 


... Group Hospitalization, Surgical, Major 
Medical, Pension and Life Benefits 


SECOND STAGE ... One of the industry’s most 
COMPETITIVE and COMPLETE 


.»» LIFE... Both Par and Non-par . . . Quantity Discount 
Guaranteed Insurability Option Rider . . 


Coupon Policies. . 


Maximum Loan Plans, Level Death Benefit . . . Special 


»»»A&H... Non-can, only one exclusion 
Commercial, 10 year nonconfining sickness, lifetime accident 
Association . . . Franchise . . 


. . Baby Group... Major Medical 


Get YOUR LIFE into orbit with Bankers National Life 
Available only in: Me NH Vt NJ Penn Del DC Md Va NC Fla Ky W Va 
Ohio Ind Ill Mich Minn 


If you’d like more information, write Bill Good, VP. 


Bankers Netional Ty 


INSURANCE COMPANY 


MONTCLAIRS5, NEW JERSEY 


secretarial and sales services 


Contracts 


for you and your families 


MARKET BASKETS 


. Optional Return of 

Premium Rider 
. Family Policy, with Paid-Up 
Option for wife 


Rates for Women 


. Hospitalization . . . Surgical 


... Association Life 
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Carton Says Insurance 
Penalized In Mich. 


Tax Group Proposal 


LANSING—Final adoption during 
the past week of a report to the in- 
coming Michigan legislature of a cit- 
izens’ advisory committee proposal for 
reformation of the state’s tax structure 
brought a new and vigorous dissent 
from an insurance industry member, 
John H. Carton, president of Wolver- 
ine and Federal Life & Casualty. 

Mr. Carton agreed with the majority 
on general aims of the exhaustive 
study which has been conducted in an 
effort to improve the tax system, but 
he contended that the report, as it 
applies to insurance, in readjusting 
premium taxes to produce an esti- 
mated $8 million increase in revenues, 
clashes with the aims in several ways, 
He noted that the new tax would not 





be on net income but would be a 
“gross, hidden sales tax and a tax on 
thrift, savings and family and proper- 
ty protection plans of taxpayers,” 
falling most heavily on low income 
groups. Further, he charged the insur- 
ance tax proposal is “within itself 
. . . discriminatory” by proposing add- 
ed levies on life, property or automo- 
bile coverage but exempting hospital 
and medical and surgical insurance, 
obviously intending to exempt the 
Blue Cross-Blue Shield program. He 
said the actual effect of the proposal 
would be an added 58% tax on Michi- 
gan-domiciled insurers within the cat- 
egories affected and making the tax 
rate cn insurance higher than in 45 
other states. Life policyholders, na- 
tionwide, are already paying more 
than $4 tax on each $100 of premiums, 
thus heavily penalizing a basic form 
of thrift, he noted, and fire and cas- 
ualty insurers, heavily burdened by 
federal taxes, paid a higher tax rate 
per $100 of premiums than life com- 
panies. 

Only concession actually granted by 
the majority was to write into the 
report a recommendation that the pro- 
posed new insurance taxes could not 
be made retroactive. 


Veterans’ Dividends $256 Million 

More than five million veterans will 
receive some $256 million in dividends 
during 1959. Of. the total amount set 
aside, World War II veterans will re- 
ceive $235 million from National Ser- 
vice Life and $21 million will be dis- 
tributed by U.S. Government Life, 
which organized in World War I. 

Although dividends during 1959 will 
be $6 million less than in 1958, Sumner 
G. Whittier, veterans administrator, 
said that individual policyholders will 
generally receive the same amount as 
in 1958 because the number of policies 
in force declines from 1% to 2% each 
year. 
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Investigate Thoroughly 
To Cut Excessive Fees, 
Dr. Oberlander Says 


A thorough, but tactful, investiga- 


LIFE INSURANCE EDITION 


finally, what do other local doctors 
charge? 

Excessive fees are the common prob- 
lem of any company’s medical and 
claim departments, Dr. Oberlander 
noted, and thus working together is 









































Enrollment For LIAMA 
Agency Management School 
Off To A Good Start 


Advance registrations for LIAMA’s 


1) 


June 15-26; Chalfonte-Haddon hall, 
Atlantic City, July 13-24, and again at 
Edgewater Beach hotel, July 13-24. 

Schools for district managers of com- 
bination companies will be held at 
Daytona Plaza hotel, Daytona Beach, 
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Editorial Comment 
The Newton Suit: Prejudging Is Unfair 


Part of the price we pay for con- 
ducting litigation in the open instead 
of in secret “star chamber” sessions 
is that regardless of the merit of the 
plaintiff’s case, the defendant is forced 
to sweat out an anxious and perhaps 
embarrassing period before a court 
can render a verdict. In fact, one need 
not even be a defendant to be in this 
difficult and often unfair plight. 

In the suit reported in last week’s 
issue, a Yreka, Cal., couple are at- 
tempting to hold three life companies 
responsible for allegedly detrimental 
advice given the plaintiffs by two 
agents in selling a bank-loan plan of 
life insurance. Yet the two agents 
named in the complaint as having 
given this advice are not made de- 
fendants in the action. This means, 
the attorney for one of them com- 
mented, that they are deprived of the 
opportunity of presenting a formal 
answer in writing denying the charges. 

The lawyer, Paul G. Sullins of 
Altadena, Cal., has told THE NATIONAL 
UNDERWRITER that the plaintiff, Dr. 
Albert H. Newton, was at all times 
represented by competent tax counsel 
who carefully checked all figures and 
all phases and angles of the bank-loan 
plan as they applied to his case and 
that Dr. Newton relied on the advice 
of his counsel and not on the advice of 
the agents. 

It is always unfair and often inac- 
curate to prejudge a case. It is par- 
ticularly so in a case like the Newtons’ 
suit, where so little is available in the 
way of precedents. The Newtons con- 
tend they took costly missteps because 


they were lacking in expertness. It 
could be that they are equally mixed 
up now. At any rate, we believe that 
the two agents named in the complaint 
as having given the advice—and for 
that matter any of the five mysterious 
“John Does’ named as co-defendants 
were not—should be given the benefit 
of every doubt until all the evidence 
is in, and the court renders a decision. 

Naturally, the same applies to the 
defendant companies. But even though 
they are actual defendants there is 
not the same personal embarrassment 
as with the agents, and anyway, the 
impact is pretty much negated by the 
fact that they are involved only be- 
cause of the ancient legal doctrine that 
the master is responsible for acts of 
the servant, if the servant is doing 
something that the law considers to be 
within the scope of his job. 

Like the Knox-Anderson case, now 
on appeal, in which an agent was 
assessed heavy damages for allegedly 
misleading a prospect in selling him 
a bank-loan plan, the Newtons’ suit 
can’t help but cause speculation as to 
how far an agent will be held finan- 
cially liable for the soundness of 
his advice to buyers. It’s an old legal 
proverb that hard cases make bad 
law. It would be a pity if the outcome 
of either suit should be such as to 
make the agent unduly gun-shy, fear- 
ful of getting slapped with a costly 
suit if even a misunderstood bit of 
his advice should cause a buyer to 
take an action that hindsight later 
disclosed as having been ill-advised. 
—R.B.M. 





Personals 


James F. Oates Jr., president and 
chairman of Equitable Society, has 
been named aé charter trustee of 
Princeton University. Mr. Oates is also 
a life trustee of Northwestern Univer- 
sity. 





Deaths 


EARL R. FREEMAN, 55, southern 
district manager at St. Louis for Na- 
tional Life & Accident, died of a heart 
disease. He had been manager of the 
company for more than 25 years. 


IRA C. CUNNINGHAM, 78, former 
Occidental Life of California assistant 
vice-president who joined the com- 
pany in 1908 when it was only two 
years old, died in Glendale, Cal. He 
retired from active service with the 
company in 1941. 


FREDERICK J. PEEBLES, vice- 
president and chairman of Security 
Life & Accident of Mobile, died. 


O. BLAKE WILLCOX, 50, a member 
of the legal department of Prudential. 
died at his home in Englewood, N 1. 


RAYMOND 5S. SIBLEY, 69, former 
urer of United Life & Accident, 


died suddenly in Hollywood, Fla. Mr. 
Sibley, who had been with United for 
30 years, retired in 1954. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, January 20, 1959 


































Bid Asked 
Aetna Life 253 258 
Beneficial Standard  ...............0 16% 17% 
Business Men’s Assurance 42% 43% 
Cal.-Western States 116 
Commonwealth Life 291% 
Connecticut General 375 
Continental Assurance ................ 178 182 
Franklin Life 83 85 
Great Southern Life ...................... 86 90 
Gulf Life 2742 28% 
Jefferson Standard... 91 93 
Kansas City Life ........... 1620 Bid 
Liberty National Life . 50 52 
TARE he CARIES ccsenesessnssscosessosentsoess 24 25% 
Life of Virginia ......... 55 57 
Lincoln National Life 253 258 
National L.& A. ..........0. 120 122 
North American, Il. ... 20 21 
Nw. National Life ..... 96 100 
Ohio State Life ........... 310 330 
Old Line Life ............ ies 58 62 
Republic National Lif> ... 73 76 
Southland Life ............ 127 133 
Southwestern Life .............:::0:00+ 140 145 
Travelers 99 101 
United, Ill. 57 59 
U.S. Life 49 51 
Washington Natl. ..........ccccecee: 63 67 
Wisconsin National Life ............. 70 72 


Aetna Finance Co. has placed $2 
million of subordinated notes with 
Mutual of New York. The securities 
fall due in 1973. 


‘58 LPRT Applications 
Are Ahead Of Last Year 


The rate of Leading Producers 
Round Table applications arriving at 
International Assn. of A&H Under- 
writers headquarters indicate the 1958 
qualifiers will pass last year’s record 
of 226, according to LPRT Chairman 
J. Will Paull, Detroit Mutual. Deadline 
for applications is March 1. 

Qualification amounts are $10,000 
for the bronze award, $15,000 for the 
silver award and over $20,000 for the 
gold award. 

Mr. Paull urged all potential appli- 
cants to check their A&H association 
membership status before submitting 
their entry. LPRT by-laws state that 
all qualifiers must be members of the 
IAAHU for the entire period for which 
application is made and at the time 
the award is presented. 

Qualifiers will be announced at the 
IAAHU annual convention, June 14- 
17, in French Lick, Ind. 


West Boschel Bonds 


Declared Invalid 


LOUISVILLE Federal Judge 
Swinford has ruled that the $2 million 
in revenue bonds issued by the 
hamlet of West Buechel, Ky., just 
south of Louisville, are invalid in 
that they were “not issued in 
conformity with the law, or the 
Kentucky statutes.” 

The ruling came in connection with 
a suit to be heard here by Judge 
Swinford at a later date. This suit 
was brought last July by F. F. Biggers 
of Dallas, All States Investors, and 
All States Life, charging fraud in con- 
nection with the sale of $250,000 worth 
of the bonds to Biggers and the two 
Texas companies. The suit alleged 
that the defendants by their acts, and 
conduct, and the form in which the 
bonds were devised and printed and 
used by defendants further concealed 
the fact that the bonds had not been 
publicly advertised before issuance, 
as required by law. 

The suit held that West Buechel 
sold $2 million worth of revenue bonds 
to Jack Cage & Co. (Jacco), then 
owned by Texas financier BenJack 
Cage, and that Bankers Bond Co., 
Louisville, was the agent for the sale. 
It was also alleged that the bonds were 
delivered to the Jacco interests on 
payment of $335,000, and notes for 
$1,725,000, and that the credit was 
not shown. 

Hearing of the suit has been set for 
Feb. 2. The worthless bonds later 
showed up in the hands of southern 
and Texas financial concerns and in- 
surance companies. 


Three Combination Agency 
Conventions Scheduled By 


Life Of Virginia For 1960 


Life of Virginia has scheduled three 
combination agency conventions for 
1960. 

Division I, comprising Maryland, 
Indiana, Michigan, Ohio, Kentucky, 
West Virginia and the District of 
Columbia, will meet at the Greenbrier, 
White Sulphur Springs, W. Va., June 
15-18. 

Division II, leaders from Virginia, 
Georgia, Florida, Alabama and Ten- 
nessee, will meet June 9-12 at the 
Cavalier, Virginia Beach, Va. 

Division III, made up of North and 
South Carolina, Louisiana and Texas 
leaders, will meet March 20-23 at the 
General Oglethorpe, Savannah, Ga. 
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Tex. Insurers Thin 
Out, Pay More Fees 


AUSTIN—Insurance taxes and fees 
collected by the Texas department 
during the fiscal year that ended Aug. 
31, 1958, rose nearly 10% to a total 
of $29,477,703, according to its annual 
report. : 

Other aggregates included in the 
report were as follows: 1,852 com- 
anies licensed to do business in the 
state; 41,705 legal reserve life insur- 
ance agents; 13,076 group 2 agents; 
9,497 local recording agents and 3,571 
solicitors in fire-casualty lines. 

A 10-year graph dealing only with 
Texas companies revealed some nota- 
ble declines. For instance, the number 
of Texas stock legal reserve life com- 
panies dropped from 340 in 1955 to 
300 in 1958; there was a drop in the 
number of burial associations from 
410 in 1951 to 307 in 1958, and there 
was an even more drastic decrease in 
county mutual fire companies from 
60 in 1949 to 28 in 1958. 

During the 1958 fiscal year 28 Texas 
companies were reinsured, three com- 
panies were placed in receivership, 14 
receiverships were closed out, and 41 
companies of various types were still 
in receivership. 


Palmer Plans Action 
Against Ind. Company 


Commissioner Alden C. Palmer of 
Indiana plans to take legal action 
against Central Income Corp., Indian- 
apolis, which is offering a retirement 
income plan which at a low cost offers 
a regular lifelong income after a per- 
son reaches 65. Palmer said he would 
try to halt operations of the newly 
formed company because, “They can’t 
possibly pay off.” 

Sale of the retirement contracts has 
been so brisk that the company plans 
to seek authorization from the State 
Securities Commission for another is- 
sue soon. Fred A. Plummer, president, 
said his firm was not an insurance 
company and the state insurance de- 
partment has no jurisdiction over its 
operations. Plummer charged that the 
insurance commissioner was acting un- 
der pressure from the insurance in- 
dustry. 


Mutual Benefit H.éA. 


Student Cover Growing 


Mutual Benefit H.&A. had its best 
year in the field of school insurance 
in 1958, according to a company re- 
lease. Business during the past year 
increased some 30% and the number 
of schools insured by more than 15%. 
The company now has more than 250 
colleges and universities and several 
thousand elementary and _ secondary 
schools enrolled in its student insur- 
ance program. 

Among the statistics uncovered in 
the writing of this type of cover, the 
company has discovered that intramu- 
ral athletics account for more injuries 
than organized sports, and even physi- 
cal education classes, held as part of 
the curriculum, account for nearly 
19% of student injuries. Only 2% of 
Injuries result to students while in 
transit via school or chartered bus. 
Massachusetts Mutual Installs 
Electronic Chimes In Home Oftice 
Massachusetts Mutual has installed 
electronic chimes in the 159-foot tow- 
et of its home office building and has 
launched a public service program of 


jtime signals and musical selections. 


The chimes were procured on a two- 
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week: trial basis during the Christmas 
season and general response was so 
favorable that a permanent installa- 
tion was made. During the test period, 
Massachusetts Mutual ran a series of 
advertisements in the Springfield 
press, explaining the purpose of the 
program, announcing the chimes 
schedule and soliciting comment and 
opinions from local residents. 


LIAMA Names Three 


Senior Consultants 


G. Fred Affleck, L. Warren Isom 
and Philip H. Yost have been pro- 


moted to senior consultants by 
LIAMA. 
Mr. Affleck has been with the 


association since January, 1958, as a 
consultant in the company relations 
division and before that was a training 
specialist with Equitable Society. He 
joined Equitable in 1945 at Springfield, 
Mass., where he was named a unit 
manager in 1946. In 1952 he trans- 
ferred to the training department. 

Mr. Isom had been with Bankers 
of Nebraska since early 1957 when he 
joined LIAMA as a consultant in 
August of that year. He has been 
assistant actuary of Security Benefit 
Life and assistant actuary and assis- 
tant secretary of Midwest Life. 

Mr. Yost has been in the personnel 
department of Connecticut General 
handling the college recruiting pro- 
gram and relations with college 
campuses. In 1956 he transferred to 
the agency department. He joined 
LIAMA’s company relations staff in 
February, 1958. 


Increases Dividends On 


Continuation Annuities 


Equitable Life of Iowa’s dividend 
scale for 1959 will be the same as the 
present scale, with the exception of a 
new and increased scale on income 
continuation annuities. 

The rate of interest on funds and on 
dividends left with the company at 
finterest will be continued at 3%, 
except where the guaranteed rate is 
higher. Similarly, interest on auxiliary 
funds held in connection with combin- 
ation funding of pension and profit 
sharing trusts will be continued at 3%. 


To Address St. Louis Men Of Year 


Frederic M. Peirce, president of 
General American Life, will speak on 
“It’s What’s Inside That Counts” at 
the men of the year award dinner of 
St. Louis General Agents & Managers 
Assn., Jan. 29, at the Park Plaza 
Hotel. The event will recognize out- 
standing life agents in the St. Louis 
area, and each agency will select a 
qualifier for the award. 
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Policies are participating and divi- 
dends will be paid if and when earned. 

The Western & Southern portfolio 
covers loss of income for accident and 
‘sickness, accident medical expense, 
hospital and surgical expense, catas- 
trophic hospital and nursing expense 
and catastrophic hospital, nurse, medi- 
cal and surgical expense. 


Western & Southern 
Enters Ad&S Field 


Western & Southern Life has an- 
nounced its entry into the accident and 
sickness field. 

The company is selling commercial 
contracts renewable with its consent. 










“Double Disability” 
Isn’t Double Talk 


Generally, 1% of face amount is allowed for disability in- 
come riders in Life policies. But Occidental broke that 
pattern with what our field force enthusiastically calls 
“Double Disability.” 


Double Disability allows an income up to 2% of face value 
—just double the usual amount—with a $500 limit. This 
gives your clients more income on a proportionately 
smaller face amount. 


We go further. We'll even add Double Disability to level 
Term. If the Term policyholder becomes permanently 
disabled, we (1) waive the premium; (2) pay a monthly 
income of $20 per thousand; (3) change the policy to 
Ordinary Life at the end of that term; (4) continue to 
pay income plus waiving the increased premium; and 
(5) pay full face amount at death. 





_«. When we say “Double Disability” we really mean it. 











INSURANCE COMPA 


WY OF CALIFORNIA 
: Home Office: Los Angeles B. Stonnard, Vice President — 









We pay Lifetime Renewals...they last as long as you do! 














OF INDIANA 
INDIANAPOLIS 


WE BLAME THE ECONOMY... 
NOT THE SALESMAN SELLING MUTUAL FUNDS! 


It is regrettable that the economy has forced the public to turn partially to equities and mutual funds when they think 
of a retirement income. Our sincere hope is that the economy will stop its dizzy climb and our currency become stabi- 
lized. Rather than blame the salesman for the situation, we are equipping him to fulfill his client’s needs and desires. 
We not only permit our representatives to sell mutual fund shares, but also show them how such will actually aid in 
the sale of more life insurance. Write me for complete details on how you can be a modern life insurance salesman. 


Am. g. Nod, Agency Vice-President 


LIFE INSURANCE GENERAL AGENCIES OPEN IN Arizona ® Califor- 
nia © Delaware ® Florida @ Georgia ®@ Illinois ® Indiana ® Ken- 
tucky @ Maine @ Maryland ® Massachusetts ® Michigan @ Mis- 


souri © New Hampshire ¢ New Mexico @ Ohio @ Pennsylvania 
Tennessee @ Virginia ® West Virginia @ D. of C. © Hawaii 
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Home Office Changes 


Bankers Life Of lowa 


Richard E. Woodard, Davenport 
agency supervisor since 1956, has 
been named as a field supervisor, and 
will work out of the home office on 
various assignments with agencies on 
a nationwide basis. He joined the 
company in 1953 at Davenport and 
previously played professional football 


five seasons with the New York Giants, 
Washington Redskins and Los Angeles 
Dons. 
Prudential 
Rebert J. Carlson has been pro- 


moted to director of agencies in the, 


three-state central region comprised 
of Iowa, Nebraska and South Dakota, 


effective Jan. 19. He will direct sales 
and service operations for the 12 
district offices in the area from the 
Minneapolis headquarters. 

He was formerly manager of the St. 
Paul East district office. He succeeds 
James R. Chapman, who was recently 
promoted to executive director of 
district agencies in the Newark home 
office. Mr. Carlson joined Prudential in 
1945 at Minneapolis and was promoted 
to staff manager there in 1948. He 
advanced to training consultant in 
1953 and 1954 was made manager of 











Another MONY Service | for Brokers! 


PA vw OF 





Brokers... 1 





Let MONY help you with Group selling aids, too! 
MONY services can help you tell your sales story clearly 
...and quickly ...can lead you to top-level commissions. 


Your inquiries are always welcome. 


MONY means 


» ...for you 
... for your clients! 


we Wor 





New MONY portfolio helps you explain... 
and sell... family, close corporation, and 
partnership business insurance... 


ALL IN ONE KIT! YOURS FREE! 


Concise and comp]<te, MONY’s “Approaching the Business Man” 

gives you an indispensable addition to your professional library. It’s 

a superb selling tool . . . containing needs analyses, proposal forms, and 
promotional literature. Send for your FREE copy today ... write to: 
Mutual Of New York, Broadway at 55th St., New York 19, N. Y. 


Mow 0. New VYor« 


The Mutual Life Insurance Company Of New York, New York, N.Y. 
Offices located throughout the United States and in Canada 


For Life, Accident & Sickness, 
Group Insurance and Pension Plans 


.. to help 
you sell 
the 
business 
market! 
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field training in the Chicago regiona} 
home office. 

William D. Halverstadt has bee, 
named to sales manager, group pen. 
sions, for Prudential in the Minnea. 
polis regional home office. 

Mr. Halverstadt began. with Pru. 
dential as district group pension man. 
ager in 1957. 


Washington National 


Promoted t 
3rd vic e-presi 
dent are A. B. Dub 
sen, administratiye 
secretary; Alvin W 
Knudsen, assistan} 
secretary and mam 
ager ordinary re 
cord division, 
Robert Mueller, 
regional director 
of agencies, gener. 
al agency division, 

Mr. Duisen, 4a 
27-year _ veteran 
with the company, is in charge of the 
district weekly premium record divi- 
sion. Mr. Knudsen’s service started in 
1926 when he went with National 





A. B. Duis2n 





Robert Mueller 


A. W. Knudsen 


life. Through the National Life-Her- 
cules merger and then the Hercules 
Washington National merger, he trans- 
ferred to the Washington National 
home office. 

Mr. Knudsen has five brothers, all of 
whom are in the insurance business. 
At one time all six worked for Wash- 
ington National, and at present, three 
of the brothers are employed by the 
company and all are still in the insur- 
ance business. 

Mr. Mueller joined the company in 
1952, the following year being pro- 
moted to regional director of agencies 
in charge of the northeastern section of 
the U. S. He was previously with Pru- 
dential since 1937. 

Five of the company’s division man- 
agers who received assistant secretary 
appointments are Earl Borgeson, A&S 
underwriting division; Ralph Ellickson, 
district ordinary; Ray G. Germann, 
special services; B. B. Rogers, ordinary 
underwriting, and John Zahn, tabulat- 
ing. 

Carl G. Johnson was appointed as 
sistant regional director and will su- 


a Service Guide 


ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 
N. E., Atlanta 8, Georgia, 
J P.O. Box 6192, Tel. 
ik TRinity 5-6727. 
CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 


20 N. LaSalle St. Chicago 2, Ill. 
Financial 6-9792 
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pervise activities of district agency 
field representatives in Texas. Jack 
Kosick, who went to the home office in 
1957 after serving as office manager at 
th ecompany’s Nevonen agency in Los 
Anglees, was named an executive as- 


sistant. 


Connecticut Mutual 


New appoint- 
ments effective 
Feb. 1 are John L. 
Lobingier Jr. and 
D. Ross Osborn, 
assistant superin- 
tendents of agen- 
cies; Peter P. Mc- 
Grath, assistant 
agency comptrol- 
ler; G. Philip Pe- 
terson, assistant 
agency _ secretary, 
and Warren F. 
Reuber, supervisor 





J, L. Lobingier Jr. 


of publications. : 

Mr. Lobingier, former assistant ad- 
vertising manager of Phoenix Mutual, 
since 1953 has been director of public 
relations of LIAMA. 

Mr. Osborn joined Connecticut Mu- 
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D. Ross Obsorn Peter P. McGrath 


tual at New York and in 1956 was 
named assistant at the home office. 
Mr. McGrath has been in the actu- 
arial and account departments. He 
transferred to the agency department 





G. Phillip Peterson 


Warren F. Reuber 


in 1949 and was promoted to agency 
assistant in 1952. 
Mr. Peterson joined the actuarial 








Take the Next Step 


UP! 


Join the March to 


NAAIC* 


If it’s opportunity you’re after, North American 
Accident Insurance Company will qualify a 
limited number of producers for key positions— 
Life or A& H—in its sales organization, that’s 


why we’re looking for 


NEW PRODUCERS WITH 

NEW IDEAS 

Whether you are a veteran Life or A&H man 
anxious to carve out a fresh future—or a new- 
comer eager for success in minimum time—get 


on the bandwagon with our 


G&G NEW STREAMLINED LIFE PORTFOLIO! 


Realistic rates . . 


. hard-hitting sales aids. 
NEW GROUP FACILITIES-LIFE AND A&H! 


With this equipment you compete and win! 


@ 


OUTSTANDING AGENCY CONTRACT! 


Ask any NAAIC* representative. 
PLUS top commissions and level A&H renewals . . . no branch offices 


to compete with you . 
... write S. R. Rauwolf, Vice President, Dept. 16. 


American Accident Insurance Company 


A Stock Company + Licensed to operate in 48 states and the District of Columbia 
LIFE - ACCIDENT - HEALTH 
209 South La Salle Street - Chicago 4, Illinois 


FOUNDED 1886 





. . bonus incentives. Join the March to NAAIC* 


department in 1926, later transferring 
to the agency department. He was ap- 
pointed agency assistant in 1952. 

Mr. Reuber joined the company’s 
actuarial department in 1934 and 
transferred to the sales promotion and 
advertising department in 1937. He was 
promoted to department manager in 
1957. 


Illinois Mutual L.&C. 


William J. Kumpf has been named 
associate agency director. He has been 
with Prudential for 5% years, the last 
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2% as division manager at Peoria. He 
will direct Illinois Mutual’s training 
and sales marketing program for the 
agency department. 


BAPTIST LIFE ASSOCIATION of 
Buffalo has appointed Russell C. Paris 
national field manager. He was form- 
erly a division manager at Buffalo for 
Prudential. 


TENNESSEE LIFE has appointed 
Wilton A. Roper Jr. assistant director 
of agencies. 





LIFE 








All Life Companies are, of course, similar in many respects. 
They all have policy contracts, rate books, proposal forms... 
assets, liabilities, home offices, and home office personrel. 


But, in one important way they differ. Life Companies, like 
people, have personalities. They have beliefs and philosophies. 


Here at Union Mutual, it is our philosophy to build men not 
“push them.” Through the best sales tools and careful training, 
guidance and supervision, we help our field men to become 
better salesmen. With consideration and understanding, we 
build them, both in stature and income, to where they are 
happy members of their community — a credit both to 
themselves and to the name of Union Mutual. 


UNION MUTUAL 


LIFE INSURANCE COMPANY OF PORTLAND, MAINE 


Offering All Forms Of 
NON-CAN 


Rolland E. Irish, President — John R. Carnochan, 
Vice President in Charge of Agencies 


LIFE UNDERWRITERS SINCE 1848 


GROUP 








Changes In The Field 


dent and director of sales training of 
South Coast Life. Mr. Rose has been 
with Southwestern Life at Houston 
and before that was manager of the 
life department of the Dunn agency. 


Life Of North America 


Appointed to two new offices in 


Houston are Jack H. Wigginton as 


manager of the Houston agency and 


Robert A. Rose as manager of the 
service office. Mr. Wigginton, who is 


a CLU, has been manager of Southland 
Life at Dallas, director of field train- 
ing of Lone Star Life and vice-presi- 


United States Life 


Raymond J. Finn has been named 
brokerage supervisor of the White & 
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Winston agency at New York. He had 
been group supervisor of Travelers at 
New York and New Haven and before 
that was with Columbian National in 
the same capacity. 


Bankers Life Of lowa 

Theodore E. Hahn has been named 
a group representative at Los Angeles 
and will be associated with J. T. Rain- 
ey, regional group manager; Paul F. 
Clark, assistant regional group man- 
ager; George W. Jenings, group repre- 
sentative, and Philip H. Wright, group 
office supervisor. 





that something 


EXTRA 


closes the sale 


Security Mutual gives you flexible, practical coverage in Life, Non-Can, 
Sickness & Accident, Group and Pension Trust... 
world of co-operation and service. 





security mutu | life insurance company 


four, Seeurily out (Vailual nayponsibilldy, 


81 EXCHANGE STREET, BINGHAMTON, N. Y. 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 





technical know-how, 


program planning. He’s a man 


years 


tailoring current social and economic changes into client proposals 
.++ aman who knows what SERVICE means to the broker. 


We figure that’s worth your looking into. Contact eh nearest 
Security Mutual General Agent for the facts . 









.. that combination of additional coverage, 
service and experience, brokers get from 
Security Mutual General Agents! 


Your Security Mutual General Agentis a man with extensive 


OD 


of experience in insurance- 


who knows the importance of 


dynamic sales aids anda 


« 


.. today! 
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Midland Mutual Life 


John S. Hubbell 
has been appoint- 
ed general agent at 
Camden, N. J. He 
has had _=s several 
years’ insurance 
experience and 
until recently was 
district manager 
at Camden for 
Equitable Society. 
He is 1st vice- 
president of Cam- 
den Assn. of Life 
Underwriters. 











John Hubbell 








Equitable Society 


A third Detroit agency has _ bem 
opened with Robert J. Ryan as map. 
ager. In 1946, Mr. Ryan joined th 
agency formerly headed by his fathe 

























Robert M. Ryan, and in 1949 wa 
named assistant manager of the Ek. 
lund agency. He is immediate pag 
president of Detroit chapter of CLY 


Union Central Life 


Norman RR 
Haertig has joing 
Union Central 
manager at Char. 
lotte, N. C., sue. 
ceding Charles M 
Hassell, who is re. 
tiring. Mr. Hassell 
will continue with 
the company as an 
agent. Mr. Haertig, 
prior to his ap 
pointment, had 
been division 
manager at Char. 
lotte for Pruden- 


ed 





Norman R. Haertig 


tial. 

George P. Thomas has been named 
manager at Lima, O. Formerly district 
manager at Columbus, he _ succeeds 
Virgil I. Lucas, who has resigned from 
the Lima post at his own request to 
devote full time to personal production. 
Mr. Thomas entered the life insurance 
business with Union Central in 1954. 
Mr. Lucas has been with the company 
since 1952. 


Washington National 


Frank M. Burger has been appointed 
general agent in Seattle, with offices 
at 309 White-Henry-Stuart building. 
He began in insurance in 1952 and has 
held offices in the local agents 
association and General Agents & 
Managers Assn. at Yakima, He also 
served as chairman of the CLU and 
LUTC courses there. 


Colonial Life 


Charles J. Mel- 
dane has been 
named manager 
of the new region- 
al office at Cleve-- 
land. He entered 
the life business 
in 1951 with Mu- 
tual Benefit Life 
at Cleveland and 
later was appoint- 
ed district mana- 
ger at Erie, Pa. 





Charles J. Meldane 


Northwestern National Life 


David J. Walton has been named 
agency manager at Omaha, succeeding 


Gerald W. Kirn, who has retired. Mr. | 


Walton previously was a supervisor at 
Des Moines. He joined the company if 
1956. Mr. Kirn, who became agency 
manager at Omaha in 1954, has been 
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with Nor‘hwestern National since 1948. 

Kermit S. Anderson, manager of the 
eastern South Dakota agency at Sioux 
Falls, has been named state manager of 
the agency, henceforth to be known as 
the South Dakota agency. He joined the 
company in 1954. Jean A. Norris, 
veteran general agent at Aberdeen, 
will continue in that capacity. 


Occidental Of California 


Bert D. Christenson has been ap- 
pointed general agent in Flint, Mich. 
He was formerly with Monumental 
Life in the Flint area for 10 years. He is 
president of the Flint Life Under- 
writers Assn. 

Joseph W. Hayes has been appointed 
general agent at Winston-Salem. Prior 
to his appointment, he had been with 
Prudential as staff manager at Win- 
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_General American Life 


Charles W. Ran- 
som has been ap- 
pointed general 
agent at Topeka, 
He was formerly 
with Equitable So- 
ciety for 12 years, 
becoming a dis- 
trict manager in 
1948, and in 1952 
department- 
al manager of sal- 
ary savings in 
Kansas City for an 
ll-state area. 


C. W. Ransom 


United Life & Accident 
Alexander H. Woolf has been ap- 


pointed general agent at Boston to 
succeed George A. Neilson who has 
retired. Mr. Woolf joined United Life 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 


Milliman & Robertson, Inc. 


Consulting Actuaries 
914 Second Ave. 400 Montgomery St. 
Seattle 4, Wash. Son Francisco 4, Calif. 
210 W. Seventh St. 
Los Angeles 14, Calif. 








DONALD F. CAMPBELL 
Consulting Actuary 


188 W. Randolph St. Chicago I, Ill. 








NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 





CHASE CONOVER & CO. 
Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S$. Michigan Ave. Chicago 4, Ill. 








COATES, HERFURTH & 


ENGLAND 
Consulting Actuaries 
San Francisco Denver Les Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 1, Mich. 








Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Consulting Actuaries 
Accountants 


Bourse Building 
Phila. 6, Penna. 








ps é. LViphact ompany 


inconrpoGnare ° 


CONSULTING ACTUARIES 














RINTYE, STRIBLING 
& ASSOCIATES 


Accountants 





Consulting Ach 

Pension Consultants 
William-Oliver Bldg. 
SAckson 3-7771 


Atlanta 











Sain a ene & Co 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 











CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 














Haight, Davis & Haight, Inc. 
Consulting Actuaries 


2801 North Meridian St. 
Indianapolis 8, Ind. 





5002 Dodge St. 
Omaha 32, Neb. 











Harry S. Tressel & Associates 
Consulting Actuaries 


E. J. Pilsudski 
W. Sneed Wn. P. Kelly 
FRanklin 2-4020 











& Accident at Providence in 1950. He 
was named supervisor at Boston in 
1955 and associate general agent in 
1957. 


Aid Assn. For Lutherans 


John Schaeffer, Carl Weldon and 
Richard Hanneman have been named 
general agents in Cleveland, Murrys- 
ville, Pa., and Florissant, Mo., respec- 
tively. 

Mr. Schaeffer has been with the 
association since 1953, and Mr. Wel- 
don and Mr. Hanneman since 1946. 
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Aetna Life 


Paul M. Williams, general agent at 
Indianapolis since 1945, will retire 
March 1. He joined Aetna Life at 
Chicago in 1933, where he later be- 
came supervisor and assistant generai 
agent. He is a CLU. 


State Mutual 


Ernest T. Mickey has been named 
group manager at Atlanta. Since 1946 
he has been with General American 
Life at Kansas City, and Atlanta. 
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ence,” shouted an alert fellow senator. ; 


The GUARDIAN also has noted 
(and done something about) 

a very important difference—the fact 
that women live longer than men. 


General insurance brokers and surplus 
writers are cordially invited to call 
the nearest Guardian manager, or write 


SHHPSHSHSSHSHSHSHOSHOHSHSOHHHHSOHSOHSSOHSEEEEE 


i) Vive la 
différence 


™ 


A French Senator once remarked on the “slight 
difference’ between men and women. “Vive la différ- _ 





Lower Premiums for Women 


All GUARDIAN policy plans with a minimum issue of $10,000 
now offer lower premiums for women than the identical policies 
issued on male lives. Dividends, cash values and policy benefits 
are exactly the same as on policies issued to men at higher premiums!! 


The GUARDIAN Life Insurance ‘eimai 
OF AMERICA 


A Mutual Company — ‘Established 1860 
50 Union Square, New York 3, New: York 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 
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AGENCY OPENINGS 


As a courtesy and an added service to our company—clients in the life 
insurance industry we assist (without fee) in filling openings for: 


© Agency Directors 

© Supervisory Personnel 

© Superintendents of Agencies 

© Training Personnel and Directors 

© Advertising and Promotional Personnel 


The extensive use of our audio-visual merchandising program ‘‘Family 
is creating many openings for men alert to the production 
potentials of this modern method of merchandising Life and A. & H. 


Security” 


If you are qualified for the above types of agency openings—and desire 
a confidential referral—send complete information covering education, 


experience and production. 


TOMORROW'S SALES METHODS TODAY! 








TANNER BLOG. - BOULDER, COLORADO - 


HILLCREST 2-6275 
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State Regulation Wins Big Court Victory 


(CONTINUED FROM PAGE 1) 


raska, we think that petitioner’s prac- 
tices in the solicitation of insurance 
by mail in Nebraska or elsewhere 
reasonably and realistically cannot be 
held to be unregulated by state laws.” 

It had been recommended at the re- 
cent meeting in New Orleans of Na- 
tional Assn. of Insurance Commis- 
sioners that the extraterritorial 
amendment be adopted in all states 
having the model unfair trade prac- 
tices bill (currently 44 states), but 
industry suggested this was unneces- 
sary in the first place and in the 
second place should not be acted upon 
until the Travelers Health decision 
was handed down and this point cov- 
ered. The court has now upheld the 
industry view that the state had the 
necessary authority. 


FTC Appeal Uncertain 


It is not known whether FTC will 
appeal to the Supreme Court. 

In the Travelers Health case, the 
company refused to concede that FTC 
had any jurisdiction over its opera- 
tions, contending that the Nebraska 
director was the proper governmental 
authority. This position was supported 
by the federal court, although there 
















GROUP SALES OPPORTUNITIES 

The rapid expansion of the Group Division of a national New England 
located life insurance company creates opening for several experienced 
Group Representatives. Assignment available in a number of major 
cities across the country. Here is an excellent future with a fine advance- 
ment, income, and benefit advantages. Compensation by salary and 
bonus. All replies confidential. Write Box No. D-87, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ACTUARY 
Established firm of consulting actu- 
aries needs member of Society for 
its west coast and Florida offices. 
Exceptional opportunities. Salary 
open. Replies confidential. Write, 
giving brief résumé to: Box E-10, ¢/o 
The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 
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ESTATE PLANNING 


DEPARTMENT MANAGER 


Established Florida Agency—Multi Million dol- 


producing General Agent, specializing in 


Estate and Business planning, needs someone 
experienced in advanced underwriting to assume 
charge of department. Experienced person de- 
sired, however, will consider on merit with po- 
tential to learn and assume department man- 
agement in time—must be good at detail, 
service and follow through. Write, giving de- 
tailed history of insurance background, training 
and experience. All replies strictly confidential. 
Reply Box E-25, c/o The National Underwriter 
Co., 


175 W. Jackson Blivd., Chicago 4, Ill. 


An old North American Life Insurance 
Company with large agency in Germany, 
writing American military personnel sta- 
tioned in Europe, needs a limited number 
of highly qualified representatives. Special 
top contracts and fringe benefits offered. 
Several of our present agents have written 
two million their first year, and they also 
enjoy attractive tax benefits as foreign 
residents. Send complete résumé and pho- 
tograph to Box D-99, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 


HOME OFFICE 
LIFE AGENCY MANAGER 


Financially strong, dynamic, d’rect-writing Life 
Company plans expansion into agency field. 
Successful pilot operation already established. 
We seek a man with executive abilities and ideas 
to take charge. He should be between the ages 
of 30-48 years, with demons’rated ability in re- 
cruiting, training and supervising ordinary 
agents. Some Home Office agency department 
experience desirable, but not essential. Out- 
standing opportunity. Salary (open), expenses, 
bonus, employee benefits. Write in confidence, 
giving complete résumé with photo to Director 
of Personnel, Government Employees Life Insur- 
ance Company, Washington 5, D. C. 


























or 


FIELD SUPV. WANTED 
Dan A. Kaufman Co. Agency 
Northwestern Mutual Life 
1578 Sherman Ave., Evanston, Ill. 


Seeking field supervisor, age 30-39. Sales 
training duties only—no recruiting. CLU 


outstanding record required. Replies 


held in strict confidence. 


(Our agents know about this ad) 


HOME OFFICE 
LIFE UNDERWRITER 


Progressive Mid-West company is looking for a 
man capable of eventually handling top level 
assignment including supervision of staff of lay- 
underwriters. Should have 2-5 years experience 
in Home Office Life Underwriting. Assignments 
and salary commensurate with experience and 
ability. Send complete résumé with personal 
data, business experience and recent photo- 
oo. Our employees have been informed of 
this ad. Address Box E-26, c/o The National 
Poteraier Co., 175 W. Jackson Bivd., Chicago 
, MMlinois. 























Actuarial Assistant 


For large East coast consulting firm. To super- 
vise calculating staff and IBM punch card 
system. Age to mid-thirties. State full qualifica- 
tions, including actuarial examinations passed, 
if any, to Box E-6, c/o The National Underwriter 
Co., 


175 W. Jackson Bivd., Chicago 4, Ill. 


AVAILABLE EXECUTIVE OFFICER 


Seeks position as Treasurer or Administrative 
Assistant to President. Unusual diversified back- 
ground in Home Office and Agency operation. 
Presently employed as Secretary and Ass’t Treas- 
urer of Life company specializing in A&H. Can 
furnish proven record of performance. Write Box 
E-16, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 

























ALL 
NESS, DESIRES GENERAL AGENTS CONNEC- 
TION FO 


NATIONAL UNDERWRITER he 
SON BLVD., CHICAGO 4, : 


rig ~ org GENERAL AGENCY SELLING 


S OF LIFE, ACCIDENT AND SICK- 


GR 
noe ee FACILITIES. EXCELLENT REFER- 
ENCES. REPLY 


TO BOX E-18, C/O THE 
175 W. JACK- 








F.S.A. WANTED 


by Midwestern firm active in both Employee Bene- 
fit and Insurance Consulting Field. Experience in 
Actuarial and Management work for small Insur- 
ance Company desirab'e. Knowledge of IBM 650 


GROUP SALES AND SERVICE 


Reorganization and expansion of Group 
division of midwest Life and A & H com- 
pany creates ground floor openings for 
Group reps in Chicago, Newark, Philadel- 
phia, Pittsburg and Los Angeles areas. 
One or two years field experience will qual- 
ify. Salary, expenses, bonus and boss-man 
authority for right men. All replies confi- 


dential. State present salary. Reply box 
E-27, c/o National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 











EXECUTIVE ASSISTANT 


Life Insurance 


Florida General Agency needs a man for our 
+ program who will be 
prepared for top level sales management. 2 
years experience insurance sales required. Will 
assist in brokerage, recruiting, and training of 
career agents. Will be required to do some 
personal Production. Comprehensive group and 

Salary plus incentive bonus. 








helpful. Opportunity for taking major resp 
bility. Profit sharing and lib2ral welfare plan. 
Reply Box E-24, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 





Write, giv ng personal history and business exp. 
=A Box E-30, c/o The National Underwriter Co., 
W. Jackson Blvd., Chicago 4, Ill. 














was a dissenting opinion by Judge 
Vogel. 

C. C. Fraizer of Fraizer & Fraize 
of Omaha was counsel for Travelers 
Health. Amicus curiae briefs were 
filed by the Nebraska attorney genera] 
and the attorneys general of Arkan. 
sas, Colorado, Connecticut, Florida, 
Gecrgia, Iowa, Kentucky, Louisiana, 
Maine, Maryland, Michigan, New Mex. 
ico, New York, North Dakota. South 
Carolina, Utah, Vermont, Virginia, 
Wisconsin, Wyoming. Health Insur. 
ance Assn. also filed a brief. 

Travelers Health was one of the 4 
companies cited in December, 1956, by 
the FTC as engaging in false and mis. 
leading advertising, a citation which 
was a shock to the insurance business, 

FTC claimed jurisdiction to regulate 
the advertising of Travelers Health 
and said it was stepping in this case 
because Travelers Health advertising 
practices were “false, misleading and 
deceptive.” 

Travelers Health contended that FTC 
was precluded by public law 15 from 
regulating its advertising practices 
since its business was subject to state 
laws. 


No Control Over Mail 


The . “° held that in the American 
Hospits: ‘nd National Casualty cases 
the Susreme Court merely decided 
that the states possess ample means to 
regulate insurance advert‘cing of com- 
panies licensed in the states and rep- 
resented by agents within the state 
lines, but in the case of a mail order 
company no amount of state regula- 
tion can effectively stop the influx of 
deceptive advertising material mailed 
by a foreign company. 

The Supreme Court decided in Na- 
tional Casualty and American Hospi- 
tal, the appeals court said, no more 
than it was required to decide and 
confined its opinion to the exact fac- 
tual situation presented. Travelers 
Health is licensed only in Nebraska 
and Virginia, but has policyholders in 
every state and all of its business is 
transacted through the ‘mail at its 
home office in Omaha. 


State Laws Adequate 


“Since its incorporation in 1904,” 
the appeals court noted, “the petition- 
er has been supervised, regulated and 
periodically examined by the insur- 
ance department of the state of Neb- 
raska. That the laws of that state are 
adequate to enable the Nebraska in- 
surance department to deal effectively 
with any unfair advertising practice 
of the petitioner or of any other in- 
surer domiciled in that state cannot 
be quer tis med.” 

The Nebraska unfair competition 
and trade practices act was amended 
as described earlier after the FIC 
took action against Travelers Health. 
At the time FTC went after Travelers 
Health, the law did not expressly au- 
thorize the Nebraska director to deal 
with unfair and deceptive trade prat- 
tices engaged in other states by 4 
Nebraska domiciled company, but the 
court said: “That, we think, is of n0 
substantial consequence. The validity 
of the order under review depends 
upon the law presently applicable. A 
substantial change in applicable 1aw, 
occurring after the entry of an order 
or judgment which alters the rules 
governing a case will ordinarily be 
given effect on review. More- 
over, we think the director ‘of insur- 
ance of Nebraska at all times here 
involved has the power to regulate 
the practices of the petitioner in the 
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solicitation of insurance in Nebraska 
and other states ... In our opinion 
there is no controlling distinction be- 
tween the instant case and the Na- 
tional Casualty and American Hospital 
& Life insurance cases. We think the 
advertising practices of the petitioner 
are regulated by state law within the 
letter and spirit of the McCarran- 
Ferguson act, and that the act has 
placed such practices beyond the reg- 
ulatory power of the commission. The 
order under review is vacated on the 
ground that the FTC is, and was, with- 
out authority to regulate the petitioner 
in soliciting insurance.” 

In his dissent, Judge Vogel did not 
dispute the contention that a substan- 
tial change in law occurring after the 
entry of an order or judgment which 


LIFE INSURANCE EDITION 


alters the rule governing the case will 
ordinarily be given effect, but said 
that “the after-the-fact amendment of 
the Nebraska code to include deceptive 
practices ‘in any other state’ is not the 
kind of regulation by state law Con- 
gress had in mind. To force the citi- 
zens of other states to rely upon Neb- 
raska’s regulation of the long distance 
advertising practices of the petitioner 
in the promotion and sale by mail or 
otherwise of insurance outside the 
state of Nebraska seems to me im- 
practical and ineffective. This is much 
too frail a reed upon which to lean. 
The petitioner’s mail order business is 
not regulated and cannot be regulated 
by the laws of the states whose citi- 
zens are subjected to the mail-dis- 
seminated advertising.” 





AALU Has Its Own Minimum Deposit Plan 


(CONTINUED FROM 


full examination of abuses could be 
made by appointing a committee, com- 
posed mainly of field men, to which 
would be submitted complaints of any 
nature in the area of financed insur- 
ance. This committee would function 
with the blessing of the New York de- 
partment and would make its final 
reports to the department. 

The committee would be made up 
of a New York department represen- 
tative, an executive of a company not 
engaged’ in selling minimum deposit 
policies, and an “opposite number” 
from a company doing such business, 
and a panel of agents “unfettered and 
uncontrolled” who understand thor- 
oughly the practices in the field. 

Complaints would be filed and the 
investigation would be conducted by 
paid professional investigators, who 
would question all parties concerned. 
Testimony would be reduced to a writ- 
ten report, which would. be submitted 
to the committee without identifica- 
tion of company, agent or policy- 
holder. Members of the committee 
would study the testimony, independ- 
ently of each other and each would 
render a decision in writing. When 
this had been done, the committee 
would bring their cases together pe- 
riodically and the majority opinion of 
the group would be announced. Only 
when there was a decision that an 
agent should be censured would names 
be disclosed. 


Committee Files 


All names would be retained in the 
committee’s files, so that the commit- 
tee could determine whether certain 
agents were being cited with a fre- 
quency that made their patterns of 
operation suspect, indicating that 
there might be something that was 
not apparent when complaints were 
examined singly. Mr. Arden believes 
that the mere existence of such a 
committee would serve as a deterrent 
to agents engaged in business prac- 
tices that are producing the problems. 

“An agent’s license is too important 
to him for him to risk losing it and 
certainly there is nothing pleasant in 
being called to account by a jury of 
his equals,” Mr. Arden said. 

“Ultimately this committee may 
well recommend that additional in- 
formation be revealed on applications 
for policies to be issued on the mini- 
mum deposit basis. This would be a 
Teal assist to underwriting depart- 
ments, where a large part of the re- 
Sponsibility lies. The main point is that 
the committee would have time to 
seek out the real problems and with 
field-tested judgment offer sugges- 
tions for realistic solutions. These 
might well be in areas not now even 
under consideration.” 

Cooperation of recalcitrant agents 


PAGE 1) 

can be assured by the existence of 
ascending levels of authority to which 
appeals could be made, Mr. Arden ob- 
served. If an agent who was called in 
should prove uncooperative, there 
would be an appeal to his general 
agent or manager, who might have a 
larger sense of responsibility and un- 
derstanding. If this appeal proved 
futile, appeal could be taken to the 
home office. If that didn’t work, final 
appeal could be taken to the insur- 
ance department, which has ample 
authority to force revelation of all 
facts involved and to take action if 
proved warranted. 

“The department, having admitted 
to being unable to examine all com- 
plaints, would have the assistance of a 
group of men who understand the 
problems and know the field meth- 
ods to report cases which probably 
need final action by the department,” 
said Mr. Arden. 

“It seems obvious that such a pro- 
cedure as this would have a much 
better chance of meeting the problem 
than would the hastily conceived reg- 
ulations that could be devised in the 
short time that the department has 
set for the disposition of this matter. 

“It would be pointless to argue each 
possible solution that the department 
is pondering. Suffice it to say, the 
abuser—the man the department is 
ultimately after—is sufficiently inge- 
nious to find other ways to do what 
he wants, be it full reserve, high com- 
missions, or whatever.” 
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Two Bits 


Everybody’s interested in money, so here are some 
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Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
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et interesting facts about it you can store in the back of 
your mind. Never can tell when a quiz show might 
call you and the information will come in handy. 


Two bits, meaning a quarter of a dollar, they 
tell me, goes all the way back to the seven- 
teenth century. It was applied specifically to 
small silver coins that were equal to one- 
eighth of a Spanish dollar. (Despite the histor- 
ical facts, I can’t seem able to imagine Cap- 


in- 


ads 
ing 


the southern states, and when the Spanish dollar 
disappeared the dit survived only in such phrases as 
two bits, four bits, and six bits. 

Never heard of a person having one bit, but at 

one time people referred to fifteen cents as a 

long bit, and ten cents asa short bit. 
— We'll all admit that one doesn’t get much for two 
bits these days. A pack of cigarettes or maybe five 
razor blades. But two dits can still do a very respect- 
able job in providing financial security when in- 
vested in North American Life and Casualty 
Company’s Family Plan. Why, just think—in the 
case of young family men, that’s about all it takes 
per day to provide $5,000 of life insurance for 
Dad, and around $1,000 for Mom and all the 
children 14 days and older. 
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NORTH AMERICAN 


H.P.Skoglund—President J.E.Scholefield, CLU—Vice President, Director of Agencies 
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are $87,000,000. 


Insurance in Force over $ 100,000,000 
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Assets over $87,000,000 


To Paraphrase Horace Greeley: 


GO WESTERN, YOUNG MAN! 


Life insurance is a soul satisfying business but none of us are in it for our health. 
Western Life, one of the “growingest” companies in the country, offers agents excel- 
lent commissions and unusual opportunity for advancment. 

Take a look at the record. In 1956, insurance in force was more than $294,000,000 
and assets were $72,000,000. Insurance in force today is over $400,000,000 and assets 


PIOU OLE oe 


Wale 


In 1956 Western Life was represented in 11 western states. Today it is licensed in 
38. More expansion is underway! 
Join forces with a live and moving organization! Grow with a growing company! 
Western Life has a story to tell. Write or wire Western Life Insurance Co., Dept. 4, 
Western Life Building, Helena, Mont. 


(P.S. Your manager’s recommendation will help.) 


R. B. Richardson, President 
L. G. Thompson, Admn. Agency Vice President 














